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TALKING BRASS TACKS: HOW TO TALK TO
CLIENTS ABOUT FEES

he key to talking about fees, as we keep repeating, is confidence. You must believe that your
service is worth every cent you charge. You must also take care with timing. Never talk about

fees before having established the value you bring to every client engagement.

1. When asked prematurely about fees, respond with ‘I don’t know’. If you are in a
discussion with a client about fees before you have uncovered needs (and before you have
established the value you are able to provide the prospect), you have lost control. Do not be
cornered. Respond with, ‘I don’t know what the fees would be since I don’t know what you
need or even if I’m the right person to do the work for you. Can we spend some time talking
about your situation and requirements first? After that I’ll be in a much better position to
answer your question.’ The earlier a fee is quoted, the lower the ultimate fee is likely to be;
the later a fee is quoted the higher the ultimate fee is likely to be.

5. Watch ‘warning’ language. In broaching the topic of fees, warnings are always dangerous.
Expressions such as the following are to be avoided - ‘Josh, you’d better have your seatbelt
on for what’s about to hit you,’ or ‘Are you sitting down?’ Precursors such as these, while
they may seem appropriate because they prepare the prospect, do not help your cause at all.
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NETWORKING AND CONNECTING WITH PROSPECTS

ou cannot raise your profile by sitting at a desk. You increase your chances of winning work by
getting out and about. Networking is a minute-by-minute activity you do every day. Make it part

of who you are and do not treat it as something you turn off or on. Networking is not as difficult as
many people think; the key is confidence.

1. Develop the right attitude towards networking. You have to make the effort to network, but
remember that people are attracted to people who are approachable and friendly. Enjoy the
chance to make new contacts. Above all, being a good listener is the key to being a good
communicator.

7. Follow up in unique ways. When you establish contact with someone for the first time, followup
immediately. Try to remember something that came up in conversation that was important to
them. These issues and topics can be springboards for future communications. Follow up
someone you have met at least every 90 days. Reminding people of your existence ensures
that relationships will continue to grow.

Develop your own networking systems. Think back to current clients you brought into your 
firm. Now remember the events that led you to these clients. The challenge is to discover 
what already works and to repeat it consistently.

10.
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MAKING THE MOST OF YOUR TIME AT CONFERENCES

e proactive at every conference or seminar. Look for business-development opportunities, and
remember that what you do with time outside the conference room is as important as what you

learn inside it. Use your time wisely. The following tips will help you extract more value from any
conference you attend.

Show up early for sessions. Coming early to a conference session is one of the best ways 
there is of networking. When there are just a few people in the room there is bound to be a 
conversation.

4.

Circulate. Avoid ‘hanging out’ with people from your own firm or with people you 
already know. Be prepared to move outside your comfort zone. Remember that an important 
part of your rationale for attending the event must be to expand your network and to gather 
ideas and different perspectives.

Build in time to relax and reflect. Take advantage of the conference location. Organise time 
to relax and reflect. In a less stressed environment you may come up with creative ideas that 
have strong business payoffs. 
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